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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Please insert your completed assignment ( in word format)  here:

1. Give short answer to the following questions:

i. What is Marketing?
Marketing provides the customer and seller with products, services and goods tailored to their individual needs and desires, at a reasonable price. But there are many different definitions:
“Marketing is not only much broader than selling; it is not a specialized activity at all.  It encompasses the entire business.  It is the whole business seen from the point of view of the final result, that is, from the customer’s point of view.  Concern and responsibility for marketing must therefore permeate all areas of the enterprise.” — Peter Drucker.  This quote gives a broad definition of marketing, explaining the functional aspects of marketing from both a business point of view as well from that of the customer. 
On the other hand, this definition by marketing author and consultant Philip Kotler - “Marketing is the social process by which individuals and groups obtain what they need and want through creating and exchanging products and value with others” — focuses on customers while largely omitting the needs of the business itself.
ii. What is the production concept of marketing?

Production concept is the assumption that inexpensive and widely available products manufactured through large volume, economies-of-scale production, will be prioritised by customers over quality and diverse range of features. The downside of this approach is that the quality of the products and the consumer relationship can suffer.

iii. Explain the sales concept of marketing.

Sales concept is focusing on the customer or purchaser for maximum profit, rather than targeting the needs or desires of the consumer. This is well known in the insurance, club-membership sectors and car dealership, for example; Toyota and Ford, use a heavy sales-oriented approach to sell vehicles. Dealers focus on sales by making the customers feel comfortable and excited in purchasing a vehicle. Overall this will likely to have a knock-on effect on consumer satisfaction and retention.
iv. What are the “Four P’s” of marketing mix according to McCarthy?

Product – Is a product or service aimed at the needs, behaviors, user experience and desire of the consumer.
Place – Refers to the location of the product, whether direct or indirect, providing the consumer convenient access to the product via direct distribution, logistics and via printed, website and electronic.
Promotion – Refers to the marketing tool to promote the product to the customer, this can mean through direct marketing, advertising, PR, and direct selling. A customer communication strategy must align around the key demographics and lifestyle.
Price – This a based on the values and needs of the customer. This can vary depending on what they are prepared to pay and what they see as the value of the product.

v. Explain the term ‘marketing orientation.’

Providing a product which meets the needs and desires of the target customer, listening to the needs of the consumers through research, and providing product functionality according to these findings. 

2. Describe the differences between sales and marketing.

Both sales and marketing are aimed at revenue, but their approach to this is different. Sales concentrates on the seller’s needs while marketing is buyer-oriented. 

Sales will create a strategy after the product has been produced based on a short-duration run, to generate maximum sales volume; whereas, marketing-focus is aimed at the consumer requirements and desires. These requirements are determined first, before production and distribution strategies are developed, to meet the consumer’s requirements and desires more effectively. With current products, planning is focused on long-duration runs, keeping in mind future business growth, to provide a profit.
“Selling is preoccupied with the seller’s need to convert his product into cash; marketing with the idea of satisfying the needs of the customer by means of the product and the cluster of things associated with creating, delivering, and finally consuming it." - Theodore Levitt.

3. ‘Marketing is considered to be the most important activity of the present day business.’ Discuss this.

If not for marketing, a customer could not be made aware of the businesses’ best products, leading to fewer sales and diminished financial returns for companies. Marketing further plays an economic role in driving the consumer economy, by providing the consumer with their needs and desires, through products, goods or services. This will in turn lead to higher sales, company growth, business expansion, job creation, and overall economic growth. Marketing is vital for a business; if not the insights provided by marketing and market research, products become worthless.
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